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On the Cuff 


Consumer credit outstanding it tli 
end of kebruary totaled $19,763,000 
O00. The total was up $230.000.000 


and was $3,604, 
Kebruary figure of 


from a year earlier 
000,000 above the 


two years ago 


With production running at terrif 
ically high levels today, as yet not 
much disturbed by material shortages, 
we are face to face with a delicate bal 
ance between supply and demand; 
present indicators giving a slight edgc 
to the former over the latter 

This means that, even though the 
number of killed by Regula 
tion W may be small comparatively, 
nonetheless it seems about to be just 
enough to fill the pipelines once more 
to the pomt of oversized inventory at 
all levels 


sales 


If this should continue, i. c¢., if pro 
duction stays high and if the dav of 
shortages predicted by Washington 
again is “postponed,” or if, through 
ingenuity, producers can find suitabl 
ubstitutes to replace short ingredients 
when and if these become important 

then Regulation W may once mor 


join with other influences leading to 
a recession.—M. I. Behrens, Jr., execu 
tive vice president, Ludwig Bauman 
& Co 


What we need is thc belicf that the 
mass of common men are, in the long 
run, less likely to be wrong than the 
individual judgment of any superman, 
or the limited judgment of any self-ap 
pointed clite—C. J. Friedrich, The 
New Belief in the Common Man 
Little, Brown 


To find a career to which vou ar 
adapted by nature, and then to work 
hard at it, is about as near to a formula 
for success and happiness as the world 
provides. One of the fortunate aspects 
of this formula is that, granted the 
right career has been found, the hard 
work takes care of itself. Then hard 
werk is not hard work at all—Mark 
Sullivan, Carnegie Magazine, Carnegic 
Institute of ‘Technology 





Consumer Credit Education 


C' INSUMER CREDIT EDUCA 
PION is coming to receive wider 
The Na 


Conference 


ind recognition 
Credit 
vhich 
trad 
consumer credit 


icceptance 
tional Consumer 
is the focal point 
gether all of the 


organized to promote 


brings to 


issociations 


cducation 
it Bloomington 
host to the 1952 
Credit Confer 
Cnce [he sponsoring organizations 
ire the Indiana Association of Install 
ment Credit Companies, Inc., Indiana 
Bankers Association, American [1 
nance Conference, Inc., American In 
dustrial Bankers Association, Associ 
ited Credit Bureaus of America, 
Credit Union National Association, 
National Association of Credit Men 
National Consumer Associa 
tion, National Foundation for Con 
umer Credit, National Retail Credit 
Association, National Retail Dry 
Goods Association and National Re 
tail Furniture Association It will 
be noted that practically every phase 
of consumer credit institution 1s to be 
represented at the conference 

Che program will be devoted to the 

Consumer Credit 
in Mass Distribution? 


Indiana Universit 
will be the 
Consume! 


Indiana 


National 


linance 


general theme, 


Moving Force 
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Dr. Herman B. Wells, president of 
Indiana University, will open the con 
ference at a luncheon session on May 
2? with an address on “Dynamics of 
Consumer Credit.” ‘The afterncon ses 
sion will be devoted to a panel discus 
sion of the general them« Dr. R 
Miller Upton, Dean of the School of 
Business and Public Administration, 
Washington University, St. Louis, will 
be the chairman of this panel. The 
speakers will be Robert A. Seidel, vice 
president, Radio Corporation of Amer 
ica; Clarence E. Wolfinger, credit 
manager, Lit Brothers; Paul L. Selby, 
executive vice president, National 
Consumer Finance Association; Dr 
Emil Leffler, Dean, Albion College, 
ind Dr. Thomas W. Rogers, executive 
vice president, American Finance Con 
ference, Inc. These speakers will deal 
with the manufacturer's need for con 
sumer credit; the role of consumer 
credit in helping the retailer move 
merchandise; the standard of living, a 
contrast study between European and 
American use of consumer credit; the 
economics cf constructive consume! 
credit, and instalment credit and auto 
mobile ownership 

The banquet session on ‘Thursday 
evening will have as a speaker the Hon 


orable Mike Monroney, United States 
Senator from Oklahoma, who will 
talk about “Consumer Credit and the 
Public.” 

On Friday, May 23, a discussion of 
revolving credit, an evaluation of Reg 
ulation W and the secondary reactions 
from Regulation W will take up the 
morning program. ‘The speakers will 
be S. C. Patterson, general credit man 
ager, Winkelman Brothers Apparel, 
Inc.; Guv EF. Noves, director, division 
of selective credit regulation, Board 
of Governors, Federal Reserve System: 
Dr. ‘Tl’. N. Beckman, Professor of Busi 
ness Organization, Ohio State Univer 
sity, and Dr. Ernst A. Dauer, director 
of consumer credit studies, Household 
Finance Corporation. Myron R. Bon 
of the American Industrial Bankers 
Association, and Arthur M. Vivian, 
president, Automobile Dealers Asso 
ciation of Indiana, Inc., will partici 
pate in the discussion 

Ihe luncheon session will have as 
its speaker Paul Welch, chairman of 
the Committee on Consumer Credit 
of the American Bankers Association, 
who will talk on “Recent Bank Experi 
ence with Consumer Credit.” The 
afternoon of May 23 will be devoted 
to a study of operations, including 
sales credit company operations, con 
sumer receivables as a basis for busi 
ness credit, and an analysis of factors 
in granting credit 





Small Loan Companies Not a Cause of Inflation 


By Willford |. King 


Emeritus Professor of Economics, New York Universit) 


Dr. King points out lending by small loan companies is largely 
for the purpose of paying bills and meeting living expenses 

and therefore does not contribute materially to currency inflation 
as in case of commercial loans. Accordingly, he argues that 


no possible regulation or curtailment of small loan business 
would be likely to have noticeable effects upon inflation or 


deflation 


Contends regulation of small loan companies, which 


causes restriction of their lending, might seriously injure families 


of small means. 


A’ present, almost every adult in 
the United States, from the Pres 
ident down to the unskilled laborer, 
is ready to express an opinion on the 
subject of “inflation,” and the con 
sensus of opinion is that it is some 
thing bad. However, the character of 
the comments offered seems to indi 
cate that but a small minority of those 
discussing the topic understand clearly 
either what inflation is or how it 
affects our economy. 

All too commonly the term “‘infla 
tion” is used to describe any marked 
rise in the price level. This is no more 
logical than to refer to the ocean 
tide as the moon, for both the rise in 
the price level and the rise in the 
level are effects—not causes 
Anv considerable rise in the ocean 
level is usually the attrac 
tion of the moon for the ocean water 
Any considerable rise in the price level 
is generally caused by an increase in 
the supply of money or money substi 
tutes in proportion to the volume of 
trade. An automobile tire is inflated 
by pumping more air into it. A na 
tion’s supply of circulating medium is 
inflated by having more money or 
demand deposits pumped into it 

Between June, 1939, and January, 
1951, our Nation’s supply of money 
and deposit currency rose from $36.7 
billion to $119.3 billion—an increase 
of $82.6 billion, or about 225%. Of 
this $82.6 billion of inflation, $62.2 
billion consisted of newly created de 
mand deposits in banks 

Now, as evervone familiar with our 
American banking system knows, ex 
pansion in the volume of demand 
bank deposits is usually the result of 


ocean 


caused by 


lending by commercial banks. Ordi 
narily, when bank makes a 
loan, the borrower gives his note pay 
able to the bank, and receives in return 
an entry in his bank book, which entry 
is called “a deposit.” Against it, he 
has the right to draw checks. So the 
$62.2 billion of deposit currency in 
flation taking place between 1939 and 
1951 can, in the main, be correctly 
ascribed to borrowing. ‘The next ques 
tion is: Who borrowed the money? 
Careful investigation indicates that 
Uncle Sam’s borrowing, largely to 
meet war expenses, accounted for 
$34.4 billion, or 55% of the $62.2 
billion total. Private borrowing was 
responsible for the 45%, 


or $27.8 billion 


such a 


remaining 


Consumer borrowing 


Now private borrowing is commonly 
classified into two categories: first, 
business borrowing; second, consumer 
borrowing. As a rule, business men 
borrow to expand the scope of theit 
operations. Consumers usually bor 
either to pay for new durable 

such as homes, automobiles, 
radios, television refrigerators, 
washing machines, or furniture, or to 
meet unusual expenses of one kind or 
another. Between 1939 and 1951, ac 
cording to United States Department 
of Commerce estimates, the amount 
of such loans made for purposes other 
than the purchase of real estate grew 
from $7.0 billion in 1939 to $19.9 
billion in January, 1951—an increase 
of $12.9 billion. 

However, only a small proportion 
of those making loans for consump 
tion purposes or to cover outstanding 


rOW 
Zot rds 


sets, 


bills borrow directly from the com 
mercial banks. For example, of the 
$19.9 billion of such loans outstand 
ing in January, 1951, $13.3 billion had 
resulted from purchases of goods on 
the instalment plan, and only $2.4 
billion represented direct borrowings 
from commercial banks. Such being 
the case, can borrowing for consump 
tion purposes be held responsible for 
augmenting inflation? 

Borrowing by cne individual from 
another is in no sense inflationary, for 
such borrowing does not increase the 
amount of money or demand deposits 
in circulation. In so far as finance 
companies sell stock to secure th 
funds which they lend, their activities 
are not inflationary to any considerabk 
extent. When they borrow from in 
surance Companies, no direct inflation 
results, but their borrowing may les 
sen the buying of Government bonds 
by the insurance companies and thus 
lead to more Government borrowing 
from the commercial banks. In so far 
as this happens, borrowing from th: 
insurance companies may indirectly 
produce inflation. 

The truth is, of course, that sales 
finance companies which finance con 
sumer purchases of durable goods 
obtain their working capital to a vers 
large extent by borrowings from com 
mercial banks. Doing this in a period 
of rising business activity is likely te 
increase the amount of inflation 

As noted above, between 1939 and 
January, 1951, the volume of 
sumers’ loans for purposes other than 
real estate purchases increased $12.9 
billion. If all of this growth had been 
financed by the commercial banks, it 


con 
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have accounted for a_ shade 
more than one-fifth of the deposit 
inflation occurring in that 


would 


CurTeNcy 
intern 


Activities of loan companies 


Ihe next question to be considered 
is the degree to which the small loan 
companies were responsible for this 
upward surge in the volume of bank 
deposits. ‘Those not familiar with the 
extent of their operations may be sur 
prised to learn that these concerns are 
really the bankers for the common 
people, and that, during any given 
vear, about one-seventh of all the fam 
nation borrow from these 
companies. In June, 1939, these in 
stitutions had outstanding 
amounting to about $473 million. In 
January, 1951, the total had risen to 
$1.090 S617 


ilies in the 


loans 


million—an increase of 
million Had this growth resulted in 
i like in the 
mand deposits of commercial banks, 
it would have been responsible for 
almost 1% of the $62.2 billion of 


inflation of demand deposits taking 


INncTCAase volume of de 


place during this twelve-year interval 

As a matter of fact, 
best available evidence 
cate that, on the 
in the 
small loan companies generates only a 
fraction of a dollar of commercial bank 
reason for this is that 
extent, moncy 
small loan 


however, the 
secms to indi 
average, a dollar in 


crease amounts borrowed from 


deposits Ihe 
to a 
borrowed 


considerable 
from the 


Very 


com 


panies is used to liquidate debts al 


existent A surve 
poses for which loans were made by 
Illinois small loan companies in 1950 


of the put 


re id 


reveals the following percentages 


bills 


dental, hospital bills 


19.87¢ 


1777 


olidate overdue 
Medical 
Travel 
Repair 
Clothing 
Assist relatives 
Home 
Business need 
Automobil 
l'axes 
Real estate 
Fuel 
Insurat 
h-ducation 
Rent 
Moving CXPCHis¢ 


Mise 


expense » 


furnishings 
expe Tse 


mortgages and interest 


llancou 
ral CXpense 


From the above ippears 
that the lead 
ing people to turn to the small loan 


for help is that other 


hgures, it 


most common reason 


COMM panic ‘ 
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creditors are demanding payment. By 
obtaining cash from a small loan com- 
pany, debt payments can be spread 
over a year or more, and thus relief 
from constant nagging can be secured. 
So it is not surprising to find the 
Illinois survey showing that 60.39% of 
the loans went to take care of overduc 
bills and those for medical, hospital. 
and dental care, fuel, insurance, rent, 
repairs, food, taxes, payments due on 
the house, and other miscellaneous 
obligations. Some 14.80% covered 
moving expense, education, assistance 
to relatives, business needs, and fu 
neral expenses. This study indicates, 
then, that approximately three-fourths 
of all borrowing from small loan com 
panies is for the purpose of meeting 
almost unavoidable expenses. It seems 
unlikely that most of the borrowing 
for such purposes had much tendency 
to increase cither the total demand for 
goods or the volume of deposits in 
commercial banks 
Even if all of the remaining 24.81% 
of the total loans made by small loan 
companies were incurred in order t 
purchase new consumer goods, and if 
this entire amount were eventually 
converted into deposits in commercial 
banks, the Nation’s total supply of 
circulating medium would have in 
creased by only $153 million in the 
twelve-vyear period from 1939 to Jan 
uary, 195] [his amount represents 
less than one-fifth of one per cent of 
the total volume of inflation taking 
place in that interim. So it 
clear that no possible regulation o1 
curtailment of the small loan business 
would be likely to have any noticeabl 
effect upon, future inflation, or defla 
tion, or upon the price level. On the 
other hand, regulation might 
seriously injure families of small means 
by curtailing the services rendered to 
them by the small companies 
The loans furnished by such 
panies are primarily important becausc¢ 
they 
] Make it 
ilies to meet emergencies 
Consolidate outstanding debts, 
regularize their payment, and elimi 
nate nagging by importunate creditors 
Were it not for the presence of th 
small loan many of th 
families confronted with emergencies 
would not know where to turn to 
secure ready cash in times of impera 
tive 
Furthermore 


seems 


such 


loan 
con 


easicr for such fam 


COM panies, 


need 
any regulations or r 
strictions which would prevent the 
small companies from lending 
money to families to meet emergencics 
or to take care f the 


loan 


demands of 


miscellaneous creditors would be a 
severe blow to the business and pro 
fessional community. All such cred 
itors would lose one of the most help 
ful adjuncts to their debt-collecting 
machinery In many if the 
small loan companies did not furnish 
money to liquidate the debts of the 
customers to the merchants, the 
latter would be compelled to increase 
their borrowings from the commercial 
banks, thus adding to the amount of 
inflation 

Of course, the whole idea cf trving 
to keep the price level stable by regu 
lating individual business transactions 
is entirely unsound, for it substitutes 
for the views of the individual con 
cerning what is necessary for his wel 
fare, the judgment of some bureaucrat 
who knows almost nothing about the 
particular situation involved The 
only controls which are fair and im 
partial are those which act indirectly 
through prices and interest rates, and 
leave the individual to decide whether 
under all the circumstances, he can 
afford cither to borrow or to buy 

Stabilization of the price level 
an important and most desirable goal, 
but the only feasible way of really 
attaining it is to control the total 
amount of money and demand cd 
posits in circulation. This can bi 
best accomplished by using such de 
vices as varying the rediscount rates 
at the Federal Reserve banks and con 
ducting open market operations whik 
making appropriate changes in the 
rates of interest paid on Government 
bonds 


cases, 


lo standardize the price level, it is 
essential that the aggregate supply of 
circulating medium be varied = sufh 
ciently to offset movements in thx 
volume of trade, in the velocity of 
circulation of money and demand d« 
posits, or in both. Any plan to sta 
bilize the price level which does not 
take these facts into consideration, and 
which not utilize the 
just mentioned is almost 
result in failure 

Reprinted by special permission 
from The Commercial and Financial 
Chronicle 


devices 
certain to 


does 





You can best serve the cause of 
common man by developing what is 
exceptional in you rather than by 
worshiping what is average The 
individual by his qualities rather than 
his lack of them guarantees the in 
tegrity of the group—John Mason 
Brown, NEA Journal 





HOW $20.6 BILLION CONSUMER CREDIT IN U.S. IS DIVIDED 


I 
TIME PAYMENT PURCHASES 


OF AUTOMOBILES, APPLIANCES 
AND OTHER GOODS 


48.67. 





r 
NON - INSTALMENT 
CREDIT 


(CHARGE ACCOUNTS AND 
SERVICE CREDIT) 


34.6 7 


m 
INSTALMENT 
CASH LOANS 

16.8% 








Chart at right shows 
breakdown of solid red 
segment above. Data cover 
1,323,572 loqns made in U.S. 
in 195] by one of the largest 


consumer finance companies. 


Nete that only % (55%) of number 
of /joans made were for purchases 
that might add fo inflation. 





Data on tota/ consumer credit and its principe! subdwisions are based on Federa/ Reserve 


Board Reports, Dec.3/, /95/ 


MAY 1952 








ould the Small Office Budget? 


By R. R. Hudson, Jr. 


\Ir. Hudson is a C.P.A. and Controller of Maryland Cash Loans, 


Silver Spring, Maryland 


Mir. Hudson 





ITH operating costs rising and 

competition becoming keener 
the loan man is increasingly conscious 
of the principles of scientific manage 
ment. One of the best of these prin 
ciples available to management is the 
budget, and even the loan 
office should develop something along 


smallest 


budget lines 

There are two obstacles to the adop 
tion of a budget program for the small 
fice The first of these is compara 
tively simple—the lack of technically 
qualified personnel to administer the 
budget program. In answer to this, 
let me say that YOU can administer 
1 simple plan. You can't 
budget expert by reading a book on 
Or several books 
can follow some of the simpler prin 
much difficult, 
is a bit more for 


become a 


budgeting , but vou 
ciples without too 
The 
midabl 
iS often 
It is frequently claimed by the 
business man that his office is 
burdened with red tape 
and this contention is certainly 


second obstac lc 
small business management 
igainst new ideas “per se.” 
small 
alre idy 
ind reports, 


100% 
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valid. Nevertheless, a budget pro 
gram can be so simple and give such 
good results that there is little justifi 
cation for ignoring the benefits it 
offers 

It is the object of this article to 
introduce a simple plan Lhe 
is written only for those te whom the 
principles of budgeting are foreign 
Readers who have a working knowl 
edge of budget techniques may doubt 
the value of such a relatively simpk 
and unscientific approach, but the 
writer 1s convinced that it would be 
far more effective than no plan at all 


artick 


and consequently far superior to the 
plan in effect in many loan offices. A 
full budget program cannot be out 
lined in such limited space, and such 
a technical treatise has no place in 
a non-technical publication 

Most loan men no doubt estimate 
what their net income will be in th 
Thev roughly estimate 
their income and their expenses, and 
the difference is their “estimated net 
income.” Periodically during the vear, 
they compare their actual income t 
date with their estimate, mentally in 
many cases. Such men do not have a 
have taken a step 


coming year 


budget, but they 
in that direction 

What is a budget? A budget may 
be defined as ‘a coordinated plan for 
the operation of a business, expressed 
in financial terms.” Note that it is 
not an estimate, but a plan a co 
ordinated plan 
let’s 
may take this ap 
My profit plan for next year 
will be to collect all the interest pos 
sible and keep expenses as low as pos 
sible Mr. X has a plan, but it is 
not a budget because it 
ordinated plan 

Suppose Mr. X changes his ap 
proach slightly and thinks like this 
My outstanding is $200,000. I don't 
expect it to change significantly during 
the year. ‘The interest rate is 3% per 
month, and I can logically expect to 
collect 97% of the accrued interest 


Ihe typical small operator 
call him Mr. X 


proach 


is not a co 


'herefore, I expect to collect $69,840 
$200,000 3% x 97% ]2 I ex 
pect to spend $2100 for rent, $11,000 
for salaries, etc., etc., with 

totaling $58,000.00 Chat 
mean net income of $11,840 
work toward this goal. Of course | 
will try to increase my income and 
reduce my expenses, but as a rule of 
thumb, I will work toward $11,840 
and be reasonably satisfied if I attain 
that objective. I will use this goal 
is a yardstick against which to measure 
proposals. If my net income is run 
ning higher than my plan, I might do 
that direct mail advertising I contem 
plated or remodel the premises. If 
my net income is running low, I may 
not be able to give those raises I hope 
to give in July, or I may even have 
to let an employee go.” 


expenses 
would 


1 will 


Mr. X is now planning, and he has 
the beginning of a budget. Of course 
he’s a sensible business man, and he 
won't make his decisions solely on the 
basis of his financial statements. He 
knows that he might need that direct 
mail advertising far more if income 
decreases than if it increases. How 
ever, he’s on the right track. He rea 
sonably expects to make $11,840; he'll 
be reasonably satisfied with that figure, 
and he’s going to work toward it 

Now let’s scan the mechanics. Mr. 
X will prepare a statement of esti 
mated income and expense for the 
coming vear with estimates for each 
item in his chart of accounts. ‘These 
estimates will be based on the experi 
ence of his office, his knowledge of 
business conditions in his community, 
and his judgment as to the state of the 
nation’s economy. Because all periods 
of the vear are not identical, he will 
break down his annual budget into 
budgets for shorter periods. Mr. X 
doesn't want his budget program to 
be cumbersome, so he may decide that 
a semi-annual breakdown will be sufh 
cient. Consequently, Mr. X will pre 
pare a budget for the year supported 
by a budget for each of the two six 
month periods in that year. Many 





of the figures in each semi-annual 
budget will merely be 2 of the 
annual budget figures, but some fluctu 
ations must be taken into considera 
tion. For example, he may plan to 
advertise more extensively toward the 
end of the year. That bookkeeping 
machine which is depreciating at the 
rate of $30 a month will be fully de 
preciated in August, so the first six 
months’ depreciation will be $180, 
not '2 of the year’s depreciation 
After six months have elapsed, the 
budgets for the six-month 
period and for the year will probably 
need revision to reflect changes which 
have to be 
expected, the reader may wonder why 
the original budget was not prepared 
for only a six-month period. The an 
swer to that query is that an annual 
budget will give better perspective. 
Ihe old adage about not being abk 
to see the forest for the trees is pat 


second 


occurred. If revision 1s 


An effective method of simple an 
to break down the mtcrest 
into its two factors 
variance and_ collection 
If he computes his volume 
determine his 


ilysis 1S 
income variance 

volume 
variance 


variance, he can easily 


Month 


Januan 
February 
March 


\t th« end 
that any 
Was duc to 
| he Tr 


f January, Mi 


Vatiance im 


X knew 
interest imcome 
efficiency 
variance, be 


interest is computed 


collection 
was no volume 


cause accrued 


are figured 
Outstanding at the be 
ginning of the month was $1,286.52 
below his $200,000 budget figure 
Ihe loss of interest on that decline 
is $37.44 (2.91% $1,286.52). Be 
cause his total interest income vari 
ance for February was an unfavorable 


His Kebruary 
as follows 


Variances 


ticularly applicable here. A second 
justification for budgeting on an an 
nual basis is that such a period co 
incides with most of our thinking in 
regard to profits. This situation is 
partly due to income tax legislation 

Each month, Mr. X will compare 
his statement of income and expense 
with his six-months’ budget to see 
how he is progressing toward his short 
term goal. He will 
item varies from the budgeted figure 
He definitely will not just look at 
these variances; he will analyze them 
Why was the expense for credit re 
ports higher than the budget? Was 
it the result of more new applications 
than anticipated, or were reports or 
Were bank 
charges less than expected because of 
lack of activity in the bank account, 
or was that because more cash than 
necessary was kept in the bank? Ab 


note how cach 


dered unnecessarily? 


collection variance You will recall 
that Mr. X had $200,000 outstanding 
on January Ist and that he expected 
no significant gain or loss in outstand 
ing. He expected to collect 97% of 
the accrued interest (3% per month 


Outstanding 
ginning of Month Gain 
§ 100.00 


1,385.62 


on the outstanding at the beginning 
of the month. As collections exceeded 
budgeted collections by $481.58, Mr. 
X had a favorable collection variance 
of $481.58 and no 


volume. variance 


INCOME VARIANCES 

Under 
Budget 
S451.55 


Actual 


301.58 


Budget 


$5.820.00 


$456.53, he had 


lection variance 


an unfavorable col 
of $419.09 ($456.53 


Outstanding at the 
March was $1,186.52 below _ the 
budget. $1,186.52 * 2.91% equals 
$34.53, which was the unfavorable vol 
ume variance for the month. The total 


beginning of 


normally low bank charges may mean 
that interest is being paid on idle 
funds. This analytical scrutiny 
be applied to every figure in the state 
ments 


must 


Expenses are perhaps easier to 
analyze (as to causes of variance from 
the budget) than are income items 
Suppose at the end of March Mr. X’s 
interest income has been $17,510.17 
while 42 his 6-month budgeted in 
$17,460.00 Should — he 
simply conclude, “That's good,” or 
shouldn't he 


come Was 


have analvzed the situa 


tion monthly to determine just what 
was good about it and what was not 
so good? How could he have analyzed 
it in a simple manner? He now knows 
that have been 
better than anticipated and that vol 


March 


interest collections 


ume declined slightly until 


How could he have put the facts on 


a dollars and cents basis? 


which would mean a vield of 2.91% 


per month. Therefore his interest in 


come budget was $5,820.00 pel 


month His actual results through 


March were as f 


lows 


Interest 
Collected 
$6,301.58 

5,363.47 

5,845.12 


510.17 


after one month's operations Hc 
should have posted this information 
to a chart which would keep him 
informed throughout th his 
chart might look like this 


Vcal 


Collection 
Variance 
$451.55 


March 


collection variance was 
$59.65 


variance for was a_favyrable 


$25.12, so the 
a favorabk $34.53 
$25.12 

When all three 


been posted to his chart, the chart 


will look like this 


plus 


months’ data have 
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variance chart 
Mr. X not that he has 
collected $50.17 interest than 
his budget called for; he also knows 
that he has collected $122.14 because 
collections have been better than 
budgeted and that he has lest $50.17 
of interest because of lost loan bal 
With this information, he is 
in a better position to 
weaknesses that may exist 


this 
Knows 


By looking at 
only 


MOTC 


mice 


correct any 


INtEREST INCOME VARIANCES 


Over (or 
Under 
Actual Budget 


» 01.58 


Budget 


5,363.47 


511.640. 


R70 00 


$17,460.00 


Please understand that I have over 
simplified the problem. Budgeting 
is a technical operation, and there arc 
many approaches possible in any given 
situation. It would be pertinent to 
point out that budgeting techniques 
can often be profitably applied to 
other factors than net income. Ther¢ 
are cash budgets, equipment budgets, 
balance sheet budgets, sales budgets, 


etc I repeat that this article was 


Volume 
V aniance 


Collection 
V anance 
$481.55 

419.09 


$ 62.49 


written to introduce only some of the 
aspects of budgeting. 
to what extent 
The advice of an 


more simple 
Only 
vou should budget 
independent expert can be quite val 
uable in making such a decision. If 
this article has made any reader stop 
and think long enough to decide that 
he will plan his eperations a little 
more carefully, the writer's purpose 
will have been accomplished 


you can decide 





Automotive Digest Reports 


Passenger car production is increasing 
cach week after poor start in January 
duc to 
[his 


motive 


changeovers 
Auto 
Cor 


summary of news 


major modcl 
news 1S reported in the 
Digest, Pacific 
monthly 
in the auto industry 
March 
400 000 
the best 
would 


linance 


poration 


should reach 
make it 
October 
wing first quarter 
Material 


HN proving 


produc tion 


units which would 


month since last 
issem 
blies up to quota limits 
steadily 


leading to renewed pressure by 


supplic ITC 
labor 
ind ck il 


union iuto manufacturers 


ers to secure higher quotas for second 


quarter 


l'avorable public 
lord 


other manufacturers to speed up plans 


reception to the 
really new Nash lines is causing 
new, ad 
Motors 
Stud 
orders 


for bringing out entirely 
models Gencral 
Hudson, Packard, 
rushing tool 


vanced 
Chrysler, 
baker ar 
to machine shops to beat the “freez 
deadline. Look for a series of “1953 
model introductions during latter part 
of year by these companies to meet 
lord and Nash challenge 

New ir demand has picked up 
with the advent of 
the publication notes 


ind di 


spring weather, 
Dealer profit 
moderately 


margins ire HNnproving 


cash discounts are 
Recent 
had little 
mand, although financing regulations 
still exert a restrictive influence 


Overallowances 
disappearing price 


effect on de 


micreases 


seem to have 
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How to Increase Mail 
Returns with 
Colored Envelopes 


\ manufacturer of office supplies de 
check 
igainst the white envelopes they had 
used Accordingly, they pre 
pared a mailing of 37,000 letters, and 
divided the list into six equal parts so 
that slightly 6.000 


cided to colored envelopes 


always 


over persons rc 


ceived identical mailings in’ white, 
blue, goldenrod, yellow, pink and 
green envelopes. Every color pulled 
at least twice the percentage of returns 
that the white envelope did. 

Some colors, of course, outpulled 
other colors; but there is no conclu 
sive evidence that a particular color 
will outpull another color in all situa 
tions. It is quite clear, however, that 
colored envelopes or white envelopes 
attractively printed in colored ink, 
will in general, consistently outpull 
ordinary white envelopes 














“Higgins, either your ledger shows a profit next 
month, or we get ourselves a new bookkeeper!” 














B-E Days 


Reports from Illinois and Pennsylvania 


-> 


N the morning of March 28, 1952 
1500 teachers gathered at Wood 

ruff High School, Peoria, to participate 
in Business-Education Day. Lenders 
of the Pceria area had representatives 
at the school to meet the teachers who 
were to be the guests of the loan com 
panies. The teachers were transported 
to the downtown area in 
guided to the various lean offices pat 
ticipating in B-E. Day 

The loan offices partici 
pating had two to three teachers from 
9:45 A. M. to 12 Noon and it afforded 
them an excellent opportunity to 
explain to the teachers the small loan 
business as well as the actual opera 
tions 

At 12 o'clock noon the teachers were 
the guests of the lenders at luncheon. 
William V. Pilditch, president of the 
Peoria Area Small Loan Association, 
welcomed the teachers 

Ihe teachers enjoved seeing the in 
dustry movie, Every Seventh Family, 
which was shown to them 

Following the luncheon a short talk 
was made by Thomas Cougill, public 
relations representative of Pacific Fi 
nance Corporation. The subject was 
“Some Facts and Thoughts About the 
Consumer Finance Business.” He 
described its growth and influence on 
the economy of the nation today and 
gave a vivid picture of its service to 
the nation 

An open forum discussion was con 
ducted at the of Mr. Cougill’s 
talk in which a number of teachers and 
managers took part 

Ihe meeting adjourned at 3:30 
P.M. and judging from the remarks 
that were made the teachers enjoved 
their day as guests of the loan com 
panies 

The booklet, “The Consumer Fi 
nance Business in Illinois,”’ Dr. Kelso's 
booklet, “The Secial Background of 
the Small Loan Business in the United 
States,” and the booklet “Using Con 
sumer Credit,” published by the Na 
tional Association of Secondary-School 
Principals, were furnished by the Ili 
Consumer inance Association 
and were given to each teacher 


Pekin 


Ihe Pekin Association of Commerce 
again sponsored a B-E Day which was 


buses and 


Various 


C lose 


Nnois 


opened on April 15, 1952 when the 
teachers gathered at the Pekin Com 
munity High School to meet their 
hosts and hear addresses of welcome 
Following a get-acquainted period, the 
teachers departed with their hosts in 
buses and automobiles to spend the 
day with the lenders and to learn about 
their business. 

Arrangements for the meeting with 
the teachers were made by Fred A 
Shinkay, manager of the Premier Loan 
Company, I'red H. Shepherd, manager 
of the Commonwealth Loan Com 
pany, and James Keating, manager of 
Celestial Loan Company. ‘Twelve 
teachers, split up into groups, visited 
their offices. 

Following an interesting session at 
cach of the loan offices, the teachers 
were the guests of the lenders at a 
luncheon. The sound movie, A Let 
ter to a Rebel, was shown following 
the luncheon. After a short address 
of welcome, Fred A. Shinkay intro 
duced James H. Cronin who talked 
on “The Consumer Finance Business 
in Illinois.” Following his talk, Presi- 
dent R. C. Oxenham, who accom 
panied Mr. Cronin to Pekin’s B-E 
Day, introduced and welcomed 
the teachers. 

Following the 
movie Who Gets 
shown and after 
activities for the day 


Was 


talks, the industry 

the Credit? 
some discussion the 
ncluded. 


was 


were ¢ 


Pennsy!vania 


The Pennsylvania 
nance Association sent the following 
letter to more than 100 chambers of 
commerce and boards of tradc 


“Business-Education Day, as 
moted by chambers of commerce and 
boards of trade, is gaining great popu 
larity as a means of developing certain 
common objectives for business and 
education leaders of the community 

“This Association, threugh more 
than 500 member offices across Penn 
sylvania, seeks to encourage the move 
ment, and stands ready to help support 
such a project in any local community 


Consumer Fi 


pro 


where one or more of its members 
operate. 

“Should your organization under 
take to stage any event like the B-E 


day this vear or at any time in the 


future, this office would appreciate be 
ing informed of it We, in turn, 
would quickly your office the 
names of our local members and urge 
them to offer cooperation 


give 


Prompt replies were received from 
a number of communities, in several 
of which B-E. Days had been tried sat 
isfactorily and where definite 
were bemg made for a repeat per 
formance. Cooperation was offered to 
the consumer finance 
ture efforts 


plans 


business in fu 





Scholarship at 
University of 
Nebraska Started 


Mr. Gohde and Mr. Branch 





The accompanying picture shows 
R. W. Gohde, secretary, Nebraska 
Association cf Small Loan Companies 
giving a check for $300.00 to Perry 
Branch, secretary-director of the Um 
versity of Nebraska Foundation for 
the association’s first scholarship to be 
given to a worthy senior male student 
of the college of Business Administra 
tion. The recipient must be a graduate 
of a Nebraska high schocl, have :nain 
tained a good scholastic record in the 
University, show promise of future suc 
have a special interest in con 
sumer credit, and be worthy of finan 
cial assistance. ‘The first recipient will 
be selected for the fall term com 
mencing in September 1952 


cess, 
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Public's Saving Halts 


‘52 Inflation 


Reserve’s Ex-Chairman Finds Other Pressures 


Easing, Too 


i an informal discussion, Marriner 
S. Eccles, former chairman of the 
Kederal Reserve Board of Governors, 
ummed up the near term outlook in 
these words 

‘At present, the consumer seems to 
faith in the dollar than in 
the price structure.’ 

Earlier, at a luncheon given by C. $ 
Young, president of the Federal Re 
erve Bank of Chicago, Mr. Eccles said 


SAVE 


have more 


this tendency of consumers to 
rather than to spend constitutes a 
major brake on inflation for at least 
the remainder of 1952 

Vhis return of savings to popularity, 
he said, has put the nation’s economy 
in a better state of balance than it 


has been for vears 


ALSO, he 
inflationary pressures are being reduced 
rapidly 

The resuming of production in 
Japan, Western Germany, Italy, 
lrance and Great Britain has reduced 
the overseas demand for U.S 

He pointed out these same nations 
are now competing with the foreign 
trade of the United States in Latin 
America 


suggested, certain other 


g ods 


IN THI 
housing demand nationally 
met temporarily, although lecal short 


picture, the 
has been 


dome Stic 


iges still exist 
And if the steel wage dispute results 
in higher prices for steel products, the 
iutomotive and other consumer dur 
ible goods groups may find they hav« 
priced themselves out of a part of thei 
, 


current market, Mr. Eeck 


IN TH 
tion, Mr 


skepticism concerning the 


luncheon table conversa 


k-ccles revealed al decided 
value of 
consumer credit control under present 
supply conditions 

He said the difficulties of adminis 
tration in a period when supplies of 
some merchandise exceed the demand 
are almost insurmountable 
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It is almost impossible, he pointed 
out, to prevent evasion in one form 
or another 

The former Reserve Board Chair 
man thought it would be better to sus 
pend credit controls now. 

It is unwise, he asserted, for any 
government agency to set itself up as 
an arbiter of credit rules except in a 
case of extreme shortages of consumer 
goods or in the event of great infla 
tionary pressures as a result of bank 
credit expansion 


SHIFTING from the prospects for 
the rest of the year to a longer look 
ahead, Mr. Eccles believes the needs 
of a rapidly growing population mean 
1 steadily expanding demand for hous 
ing, factories, schools and the various 
types of consumer goods. 

Also, he suggested, even the near 
term outlook could be changed by 
government policies 


New HFC Filmstrip 


Do you really save money if you buy 
a hat marked down to half price? 
Or canned goods by the case? What 
does “‘gauge’’ or “denier” of stockings 
mean 

Such questions of what to buy and 
how to buy are answered in a new 
filmstrip lecture, WHAT IS YOUR 
SHOPPING SCORE?, produced by 
the Consumer Education Department 
of Household Finance Corporation 

The filmstrip shows that what is 
economical for one family mav_ be 
extravagant for another. Problems 
in shopping for five types of house 
holds are dramatized by a career girl, 
a bride, a young mother, a mother of 
teen-age daughters, and an_ older 
homemaker 

Ihe old adage about pennies grow- 
ing into dollars has modern impor 
tance for all kinds of buvers, the HFC 
filmstrip points out. A saving of only 
a few cents apiece on weekly grocery 
items can multiply into fifty dollars 
or more by the end of the vear. 

Clubs, adult education 
groups and business training classes 
may obtain the filmstrip lecture on 
free loan, Miss Leone Ann Heuer, 
Director of Consumer Education, an 

Requests should be made 
headquarters of Household 
Corporation, 919 North 

Avenue, Chicago 11, Ih 


schools, 


nounced 
to the 
Finance 
Michigan 


nos 
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“I'll match you, dear, to see who 
tells what a hard day it’s been” 











House Organs 


By F. E. Dykstra 


Mr. Dykstra is vice president of Thorp Finance Corporation, 


Wausau, Wisconsin. 


[his article contains excerpts 


from his talk on “Communication Within the Finance Industry” 
at the Institute of Industrial Banking 
sponsored by the American Industrial Bankers Association. 


B IR the last four vears our company 
has published a house organ which 
we call the “Thorp Newscette.” We 
believe it has served a useful purposé 
One of the features that the reader 
look ferward to is the President's 
Letter stating his views on the com 
pany’s prospects as well as the gen 
cral economic situation 

The information to be communi 
cated can be broadly defined as to 
that which management 
associates and employees to have and 
that which its associates and em 
ployees want. There is actually littl 
conflict what emplovees 
want to know and what management 
wants to tell them. An employee gen 
crally wants to know how his work is 
being received and its relation to the 
progress of the compan He wants 
to know about his securitvy—company 
plans for the future and how they 
affect him individually, job stability, 
opportunity for advancement, and op 
portunity for participation Em 
ployers away from 
giving information on investments, ex 
pansion plans, sales prospects, research 
ictivities, but thev are usually willing 
to inform employees about profits, 
benefit company history, 
ind products. Subject matter 
ever, is not the major problem. Rather 
many employers give the impression 
of insincerity by using ineffective 
methods in telling their stories, inform 
employees too late, or never get 
around to informing them at all. 

lo a company that that it 
cannot afford a communication pro 
gram, I say that I do not see how it 
can afford to be without one. If you 
do not keep your employees informed 
they will look elsewhere for the news 
and pick up information that is not 
authentic 

Daily personal contact between the 
supervisor and the supervised is the 
best method of exchanging informa 
tion; all others, including the written, 


desires its 


between 


sometimes shy 


programs, 
how 


Savs 


visual and oral techniques are only 
supplementary aids in the 
Good employee relations are largely 
determined by these personal contacts 
There is general agreement that the 
use of those methods which require the 
active participation of the individual 
are the When the 
employee gives something himself in 
securing information there is a greater 
percentage of retention 

The inevitable result of a good pro 
gram of sharing information with em 
ployees is a number of questions- 
requests for more information, or ex 
planations of given facts. All of th: 
questions that are raised cannot o1 
should not be answered in a company 
publication, but any question, even 
though it is impertinent or antago 
nistic, should not be ignored, not even 
a question the answer to which would 
reveal confidential facts capable of 
In such cases, the author of 
the question has presented a valuable 
opportunity for an explanation of why 
this specific information 1s not of use 
to him or be dangerous to his 
long-range interests if released Ques 
tions of this type should be handled 
only by executives who are thoroughly 
conversant with the problem 

Usually handbooks and manuals are 
static while a house organ is fluid. A 
static publication requires one com 
plete editing and then revisions or 
supplements must be issued; but a 
fluid publication, like 
is complete and a new editorial prod 
uct comes out with each edition. B« 
cause a house organ is fluid, it permits 
a continuous means of interpreting the 
personnel program and whether a 
publication be issued weekly, bi 
monthly, or monthly, or how it is 
printed makes very little difference. 
The subject matter can be handled 
from a news angle in every publica 
tion and the editorial material can be 
handled as a feature. 

Ihe employee periodical is an 


pre Cess 


most successful. 


THISUSC 


may 


a house organ, 


excellent means of communication 
because it is a product by and for the 
employees, even though the editing 
mav be the work of a trained indi 
vidual responsible directly to manage 
ment. A capably edited publication 
will be awaited as eagerly and read as 
avidly as the daily newspaper cr the 
weekly magazine. It contains informa 
tion about the events that affect his 
welfare and features about people h« 
knows and sces daily 

Most of the companies that pub 
lish internal publications have learned 
the hard way how to develop them 
and I belong to this group 
always tricks and tools that simplify 
the makeup and after you have a prob 
lem halfway solved you will find that 


Ihere are 


somewhere, someplace, someone els 
has done a better job. We found 
this out when we joined the American 
Association of Industrial Editors 
Their management consultant, Mr 
Robert D. Breth, has written much 
material that is very valuable His 
publication, “Quotes Ending,” which 
is published monthly, is always good 
for an idea or two in organizing an 
and the “Editor's Notebook,” 
published by the association can fur 
nish you with many ideas 

A company-sponsored publication 
should appear on a regular date. The 
recipients look forward to receiving it 
and if it is late vou will receive corre 
spondence asking why they have been 
overlooked. It is also possible to 
change as time goes on from a 
monthly to bi-monthly or vice-versa, 
depending on the need. There are 
also going to be times when vou will 
want to comé out with an extra issu 
devoted entirely to a special problem 
that presents itself. This is a simpl 
matter to do, once you have the ma 
chinery set up to do it. At the present 
time in Our organization we are pub 
lishing our organ on a bi 
monthly basis and this policy has 
been in effect about a vear. Prior to 


issue 


1 
i 
a 


house 
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that time we had a monthly issue and 
during the early stages of developing 
this method of communication we at 
times published an edition every two 
week an abundance of 
wanted to 
and th 
ommunication was one of 


when we had 
information that we 
ilong to ou 
method of ¢ 
the few that 

\ house organ can be used for re 
It is only natural 
men 
imbition desire to 


world, or 


pass 


emplovees 
was available 
cruiting personnel 


than 
with 


and women 
Start out in 
the business make a 
connection, they want to know some 
thing about the company and quite 
frequently the executive handling the 
short of time. Certain 
issues that are interesting to the new 
ipplicant can be given to him prior 
to the interview and the net result is 


when young 


new 


interview 1S 


that he knows a little bit more about 
the company and how the employees 
are treated 

If you decide to start publishing a 
company-sponsored publication, one 
of the first things vou have to decide 
is who is going to responsi 
bility for its handling. There are 
many arguments in favor of hiring 
someone outside of your organization 
with newspaper experience to take 
over the task. ‘The answer all depends 
on just how much work someone on 
the top management team wants to 
put into the project and how much 
In any event, 
the material for cach issue should be 
reviewed by someone familiar with 
all the policies of the company and 
great care must be taken that the ma 
terial presented reflects the person 


assumec 


you desire to spend. 


ality of the company as well as the 
individual writing any article. Em 
ployees should be encouraged to speak 
their thoughts but the company can 
not afford to let any one employee 
commit the entire organization or en 
courage others to take a stand which 
is not in line with the overall com 
pany policy 

Humor very definitely has a place 
in a company publication and can be 
used very effectively to attract and 
hold the reader’s attention and can be 
used to provide a light touch to serious 
subject matter, to lighten or brighten 
the headline and to provide a vehicle 
for cartoons and comic strips. If there 
is no humor in a publication it is 
likely to have the same reader attrac 
tion as the small print in an insurance 
policy or one of our lien instruments 





College Sponsors 
Consumer Credit 
Clinic 


Meier 





HI characteristics of 
and the benefits that 
intelligent use 


consulmctr 

credit result 
from its com 
petently explained at the Consumer 
Credit Clinic at Evansville 
Evansville, Indiana, on April 15. The 


wc'c 


College, 
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clinic, sponsored jointly by Evansville 
College and Indiana Association of 
Installment Credit Companies, Inc., 
was under the direction of Prof. L. W 
Anderson of the School of Business 
and Economics. Members of Beta 
Alpha Kappa, the business adminis 
tration club, provided able assistance 
m conducting the clinic. Paul I 
Selby, Washington, D. C., and Rich 
ard FE. Meier of Evansville were the 
principal speakers 

Mr. Meier, president of Interstate 
Finance Corporation, Evansville, vice 
president of the National Consumer 
Finance Association, and a_ former 
president of the Indiana Asscciation, 
lectured to a mixed class of students 
on “Career Opportunities in Con 
sumer Credit.” Mr. Meier admon 
ished his student audience 
a carecr that would provide not only 
for material needs and 
but that would vield_ the 
amount of personal satisfaction and 
enjovment. He described the 
of satisfaction derived from providing 
a needed financial 
public and then outlined the oppor 
tunities for employment that the con 
sumer finance business offers 

Mr. Selby, executive vice president 
of National Consumer Finance As 
sociation, addressed a class on “The 
Economics of Consumer Credit.” He 
described the types of consumer credit 
and functions of each and explained 
how credit motivates our whole sys 
tem of production and distribution. 
Mr. Selby pointed out that the use of 


to choose 


advancement 
greatest 


Sclise 


service to the 


instalment credit in relieving debt 
situations and acquiring things that 
contribute to the enjoyment of living 
was completely sound 

Ihe speakers were guests of mem 
bers of the college faculty and officers 
of Beta Alpha Kappa at lunch in the 
Union Building 

At a dinner meeting in the Union 
Building, attended by students, faculty 
members, consumer finance personnel 
from the ‘Tri-state area and invited 
guests, Mr. Selby delivered an address 
on “Consumer Credit—At Home and 
Abroad.”” Reporting on a trip through 
12 European countries last November 
he said that Europeans can’t believe 
that in America most durable goods 
can be bought on credit and paid for 
a little at a time 

“We can put production back on 
its feet in Europe,” said Mr. Selby, 
“but we couldn't get over the idea 
that mass production and mass distri 
bution are the essential factors in rais 
ing their standard of living.”’ He said 
only in Switzerland was there found 
‘a legitimate institution to make 
loans to the little man to get him over 
the hump.” 

Yrom the addresses by Mr. Selby 
and Mr. Meier students learned that 
consumer credit does not create debt 
but that it accelerates purchasing 
power, supports mass production, con 
solidates debt, provides financial help 
over the rough spots and permits the 
acquisition of conveniences and aids 
to better living that characterize the 
American way of life. 





Renah F. Camalier, 


who was counsel for the National As 
sociation for several vears back in the 
early thirties, has been made a Com 
missioner of the District of Columbia 
by Presidential appointment. Mr. 
Camalier is a native Washingtonian 
and has leng been active in its civic 
affairs. During his connection with 
the consumer finance business, he 
authored the Digest of Personal Fi 
nance Laws, the first book of its kind, 
and a second edition called Personal 
Finance Laws 


Chris Droll, 


manager of the West Side branch of 
Interstate Finance Corporation in 
Evansville, Indiana, has been elected 
the first president of the recently or 
ganized Evansville Credit Grantors 
Association. Mr. Droll was active in 


the organization of the group and 
served as temporary chairman in its 
embryo stages. ‘The purpose of the 
association 1s to bring a closer relation 
ship among those in the business of 
extending retail credit, trade ideas and 
give mutual assistance, improve meth 
ods of granting credit and to educate 
the public to the advantages of prompt 
payment of bills. The group plans 
the establishment of a local “school” 
of credit and sponsorship of national 
speakers, according to Mr. Droll. 


Fred A. Doeppers, 


president of F. M. Wood, Inc., La 
fayette, Indiana, celebrated the 35th 
anniversary of his company on April 1 
of this vear. His is the oldest con 
tinuous consumer finance company in 
that community. 


Donald L. Barnes, Sr., 


president of the American Investment 
Company of Illinois, chairman of the 
Executive Committee of the National 
Association and a director of the Na 
tional Foundation for Consumer 
Credit, was recently elected a mem 
ber of the Board of Directors of the 
Better Business Bureau of Saint Louis, 
Incorporated. Mr. Barnes has long 


Mr. Barnes 





in civic and business or 
ganizations. He has been in the con 
sumer credit business for 
years and is a past president of the 
National Association. He has always 
been a leader for high ethical stand 
ards in business operations 


been active 


Over 35 





Personalities 


William Howard Barnes, 


better known to his friends and busi 
ness as “Barney,” is man 
ager of the Advertising Department of 


associates 


Capital Finance Corporation, Colum 
bus, Ohio 

Mr. Barnes is a native resident of 
Columbus, a graduate of Bexley High 
School in 1925. His collegiate work 
was obtained at Ohio Wesleyan Uni 
versity (Delaware, Ohio) where he re 
ceived his baccalaureate degree, in ad 
dition to further academic study at the 
College of Wooster and Ohio State 
University. While in school he 
actively engaged in debating work, 
dramatic presentations, swimming and 
the varsity gymnastic team. 

Although Mr. Barnes is a relative 
youngster in the Capital organization, 
his rise and progress has been quite 
rapid. He started his career in the 
consumer credit industry in June 1941 
as a branch representative at the Co 
lumbus-Service office. Due largely to 
his past background and experience of 
sales and procurement procedures, in 
the wholesale food business (1929 
1941), it was adjudged he was the 


was 


man to fill vacancies then existing 

1943) in the Purchasing and Adver 
tising Departments. The Advertising 
and Purchasing Departments now hav« 
been separated into two distinct Capi 
tal functions 

Masonic activitics have found Bar 
ney right up in front, being a Past 
Master of Community Lodge No. 654, 
lr. & A. M., and presently in the of 
ficers line of Columbus Council No. 8, 
R.&S.M. He is also an active worker 
in Mt. Vernon Commandery No. 1, 
K. T., taking an important histrionic 
role in the Red Cross degree of that 
unigormed body. Further he is a mem 
ber of Community Chapter No. 227, 
R. A. M. and of the Aladdin Temple 
of the Shrine. During his nearly 
twenty years of membership in the Co 
lumbus Kiwanis Club, Barney has 
served well in virtually every impor 
tant committee leadership. A former 
“fair” golfer, his sports efforts are cur 

Continued on page 20 
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Point the Way 


to Good Citizenship 


By Joe T. Lovett 


Retailers’ Nationwide Non-Partisan GET-OUT-THE-VOTE 
Committee of the National Retail Dry Goods Association 


G I'TING the American people 
to the polls is a job of patriotic 
salesmanship. It’s not a “duty.” It’s 
a “right,” a “privilege” of American 
businessmen 
Evervone is in favor, of course, of 
full participation by everyone in every 
clection—local, state, national. Un 
fortunately, too many people talk 
ibout it, but don’t go to the polls and 
cast their ballots 
People are in 
clothes But the 
that they sold” re 
peatedly on buying them. Likewis¢ 
it takes initiative, it takes planning 
ind it takes work—plus SALESMAN 
SHIP—to GET OUT THE VOTI 
Before can sell any service, 
like loans to people who are helped 
by them, or merchandise, one must 
have what folks really want and then 
make it so attractive they will buy it 
Most important is full and accurate 
information about the product \ 
recent survey shows that 37% of non 
voters list lack of reliable information 
on candidates as their reason for not 
voting. Another 14% thought voting 
was too difficult 
Consumer finance < 
America make a great 
tion toward encouraging more peopk 
important elec 
supplying straight 


favor ot 
¢ lothing 
must be 


wearing 
salesman 


knows 


nvon 


mpanics in 
can contribu 
to participate in the 
tions of 1952 by 
unbiased information to their 
thousands of 


forward 


hundred f customers 


tionwidc 





FORMING A NEW 
LOAN COMPANY ? 


WITHOUT CASH OUTLAY, you 
can be furnished with ‘ested, proved 
advertising to announce opening and 
build substantial volume quickly 

Experienced loan advertising spe 
cialists will exchange advertising for 
stock in your new company. Write 
Box 123, Consumer Finance News, 
315 Bowen Bidg., Washington 5, D.C 
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on where they can obtain information 
on candidates’ records, platforms, and 
the like 

“Vote as You Please, 
Vote” is the GET-OUT 
program for 1952 

hirst is registration. Registration 
requirements vary from state to state 
You can get specific information on 
registration dates in your state by 
contacting the clerk of courts in vour 
county 

Mass-produced promotional mate 
rial is available at low cost for display 
in your offices, as are envelope enclos 
ures and other tested means of selling 
1 sound, American program to your 
customers and the general public. It 
obtained from: Retailers Na 

Non-partisan Get-Out-The 


But Please 
THE-VOTI 


can be 


Vote Committee, 100 West 31st St., 
New York City 1, New York. 

More and more businessmen are 
beginning to realize that “good gov 
ernment” is “good business.” Con 
sumer finance people know that the 
best way to insure our American free 
doms and opportunities is to get all 
citizens to take an active interest in 
good government. ‘That active inter 
est can be implemented in only one 
way—through use of the BALLOT 

Don’t be disturbed if it seems that, 
as Jimmy Durante says, ““evervbody is 
gettin’ in de act.” The job is big 
enough to need everyone's shoulder. 
If it’s done as it should be they will 
have plenty of credit for evervbod\ 

I'he potential harvest of new voters 
is great—and the laborers are few 
Your help is needed! 

In 1950, there were in America 
more than 27,000,000 people of 
voting age who were unregistered and 
so could not vote no matter how con 
cerned they might have become about 
the election. ‘The total vote for Rep 
resentatives in Congress was more 
than 29,000,000 less than the regis 
tered vote. ‘The Congress which so 
greatly influences our everyday 
was elected by only 42% of the eligible 


lives 


vote 


What will vou do about it? 





Costs of instalment 
Lending A Challenge To Banks 


instal 
educate 


Hk great challenge in the 
ment lending field is to 
the operating force in every bank en 
gaged in this line constantly to evalu 
ate and analyze the cost of doing busi 
ness, declared Charles A. Truitt, vice 
president of the Commerce Trust 
Company of Kansas City, Missouri, in 
opening a panel discussion on “rates” 
at the National Instalment Credit 
Conference of the American Bankers 

Association 

“In meeting this challenge,” he said, 
we will develop this slumbering giant 
into an efficient instrument that will 
be representative of our consumer 
credit activity of the future, 
what may 

“The matter of rates in this busi 
ness is certainly a two-edge sword. We 


comic 


must not only be informed as to the 
adequacy of rates which proper cost 
figures will determine, but we must 
also be alert in order that our rates 
are not too high. This is cf the utmost 
importance in a competitive market. 
Only complete knowledge of our own 
operation, with reference to costs, will 
provide the essential information in 
order to apply a proper rate structure 
intelligently 


“Exchanging dollars” 


“In studying our volume portfolio, 
we find that a good percentage of out 
direct business falls in the category of 
being unprofitable. In fact, 32% of 
our direct notes are for amounts of 
$200 or less, and one-sixth of these will 
be for amounts of less than $100 











“In handling these on a $6 gross 
charge per $100, compared to a total 
overall cost of approximately $12 per 
contract, we have certainly been ex 
changing dollars, to say nothing of the 
risk involved. The volume activity has 
been good, but the results, prefit-wise, 
have been nil, other than indirect 
benefits. Consequently, we have found 
it imperative to establish a sliding scale 
of charges in an attempt to place loans 
of this nature on a more equitable 
his practice, of course, has to 
be consistent with existing legislation. 


basis 


“We have been more or less in the 
position of losing money on every deal, 
but letting the volume take care of it, 
which is a questionable procedure in 
I doubt if the time will 
ever come, or if we will want it to 
come, when we will say no to this type 
of loan entirely, but a constant policy 


anv business 


of running loss leaders certainly will 
reflect itself in the operating statement 


Generating volume 


“Each type of business must be 
studied and cost factors applied ac 
cordingly, to determine a profitable 
rate of charge. This is the only way we 
can manage our business efficiently to 
reveal the types of contracts that do 
not pay their way, and to know the 
minimum income that will offset the 
expense of a given contract and to 
determine our net earnings. 

“Fortunately for many of the 
dealer method of generating volum« 
is on the increase. It has not been 
difficult to sell the dealer the necessity 
for applying a rate structure realistic 
to the cost of service and depending on 
his self-interest to satisfy his cus 
tomer.” 


us 


—American Banker 





Presenting Every Seventh Family 





To School Libraries 


Ihe Pennsylvania Consumer Finance 
Association offered to donate copies of 
the movie, Every Seventh Family, 
to the film libraries of twenty large 
school districts of Pennsylvania. The 
offer made to districts where 
county high schools were enrolling 
8,000 or more students annually. In 
most instances the offer was submitted 
to the county superintendent of 
schools. In three cases the film went 
to colleges that maintain circulating 
film libraries serving high schools of 
their re spective areas. 

There have been sixteen accept- 
ances to date. Two copies were ac 
cepted for Allegheny County; one by 
our good friend, Dr. Charles E. Man 
willer for Pittsburgh schools, and one 
by Pennsylvania College for Women 
where a general circulating film li- 
brary is maintained for all who will 
use it, particularly the snburban 
schools 

Dr. Edward M. Reilly, Superin- 
tendent of Schools, Arch-Diocese of 
Philadelphia received the film for the 
parochial schools of the diocese. 

I'he West Chester State Teachers 
College accepted for the entire area it 
serves 

The California State Teachers Col 
lege will make Every Seventh Family 
available in its territory 


Was 


Other school districts may yet ac 
cept our offer but the matter will not 
be pressed. 

Ihe presentation of these films is 
being handled by the association's dis 
trict and county chairmen in coopera 
tion with other member office man 
agers. A number of them have been 
able to make local events of it and 
splendid publicity has followed. A 
letter from J. W. Nelms, manager, 
Guardian Financial Corporation, 
Nanticoke, and chairman for District 
No. 2, reporting on the Wilkes-Barre 


“Would you mind repeating 
anything you might have dictated?” 





meeting where he presented the film 
to E. S. Teter, County Superintendent 
of Schools for Luzerne County, says 
in part 

“Our mecting was a most enjoyable 
with a lively discussion taking 
ylace ‘ These men (Mr. Teter 
and Mr. Rushin) were very happy to 
accept the film especially in view of 
the fact that several calls had come to 
their office recently for the film. You 
can rest assured that all requisitions 
will be handled properly since the 
Assistant County Superintendent, An 
drew Rushin, is very much interested 
in consumer education work and will 
see to it that our film the 
proper publicity. 

“The local members feel that this 
gesture accomplished more in a public 
relations sense than anything that has 
taken place in the valley up to this 
time. It is hoped that our feelings 
will be substantiated.” 

These items illustrate well two pub 
lic relations values in the association 
program; first, the immediate publicity 
stimulated by the film presentations, 
and, second, the effective functioning 
of the grass-roots district organization. 


one 


receives 
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A. 1. B. A. 
Elects 
Officers 


KON C. HALL, executive vice pres 

ident of the Norfolk Savings and 
Loan Corporation, Norfolk, Virginia, 
was clected president of the American 
Industrial Bankers Association for the 
ensuing year at the group's eighteenth 
annual convention and Institute of 
Industrial Banking at the Buena Vista 
Hotel, Biloxi, Mississippi, April 16, 
17, 1S and 19 

He succeeds Charles E. Finley, pres 
ident of the Industrial State Bank, 
Kalamazoo, Michigan, who was elc 
vated to chairman of the board of 
directors. Mr. Hall served the asso 
ciation as vice president during th 
pa t veal 

Other officers for the 1952-53 sea 
on are 

Myron R. Bone, Fort Wayne, In 
diana, re-elected executive vice presi 
dent and secretary; Rudolph Meyer, 
vice president of Thrift, Inc., 
Evansville, Indiana, re-clected first vice 
president; Ralph E. Francis, secretary 
of the Kankakee Citizens, Inc., Kanka 
kee, Illinois, re-clected second vice 
president; Francis ] 


executive 


Conway presi 
dent of the Thorp Finance Company, 
Thorp, Wisconsin, elected third vic« 
president; Richard W. Snooks, presi 
dent of the Citizens Loan and Savings 
Company, St. Joseph, Missouri, re 
clected treasurer; Coleman | 
vice president of the Lincoln National 
Bank and ‘Trust Company, Fort 
Wav issistant 
treasurer 

F. Kenneth Hamlin, president of 
the Peoples Finance and Thrift Com 
pany, Bakersfield, California, was 
clected a member of the board of di 
rectors to succeed the late Carter B 
Cordner, president of First Thrift of 
I Angeles, Los Angeles, Calif., who 
died last December 

Paul ‘T. Yardley, assistant treasurer 
of the United General Finance Con 
pan Ltd., 
clected a member of the board to suc 
ceed Arthur M. Bauckham, of the 
Community Credit Corporation, Ho 
nolulu. A.I.B.A. members in the Ter 
ritorv of Hawaii rotate the director 
ship annually. Mr. Bauckham served 


during the past yea 


Isaacs 


Indiana, re-clected 


Honolulu, Hawai, was 
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Twenty Years Ago in the NEWS 


PERSONAL FINANCE NEWS, May 1932 
« 
National Officers, 1931-1932 


President, L. K. OSBORNE; Vice President, W. G. WOOD 
Executive Vice President, W. FRANK PERSONS; Treasurer, T. J. HARRISON 
Secretary, KDGAR F. FOWLER 


Passage of the Reed-Barbour Bill in New Jersey, and its prompt 
signing by Governor Harry Moore, is perhaps the most important 


. event in small loan legislative progress of the current decade. It 


possesses a national significance that cannot be ignored. 

Just as in 1914 the passage of the Egan Act, which was in force 
for 16 years, gave New Jersey a position of prominence, the present 
act, which became effective immediately, will again focus attention 
on the state. 

In 1914 the Egan Act represented the first complete law to be 
drafted by A. H. Ham for the Russell Sage Foundation, and it un- 
doubtedly was the forerunner of the Uniform Law. The successful 
operation of the small loan plan contemplated by the act was due 
largely to the provisions for licensure, bond, supervision, penalties 
and adequate rate. During a period of well-warranted indignation 
against unbridled stock promoters who sold securities in licensed 
loan companies, the state, at the recommendation of the Davis Legis- 
lative Commission on Banking and Insurance, abandoned the provi- 
sion for “adequate rate,” and thus brought about the collapse of the 
whole structure of regulation. There has been aimple evidence in the 
past two years that the fundamental virtues of a regulated system 
were obscured by the hue and cry raised against certain unwise 
licensees during the Davis Comm..sion hearings, and that the rec- 
ommendation for halving the existing 8 per cent rate was not bot- 
tomed on facts, but on an admitted expectation that some cut in 
rate would be made as punishment. Neither has there been doubt 
that New Jersey, by and large, regretted the adoption of the 1% per 
cent rate, which was forced by political expediency. 


Soum Facrvar Grounp 

The real question came to be, however, whether New Jersey, or 
any state for that matter, could reverse itself within a reasonable 
time. 

The 1980 legislature had before it the most comprehensive surveys 
of the small loan business in “The Small Loan Situation in New 
Jersey,” by Dr. W. L King, and “Financial Aspects of the Small 
Loan Business in New Jersey,” by Pace, Gore and McLaren, account- 
ants. The general feeling, however, was that the new rate of 144 per 
cent per month should be given full trial. 

The 1982 New Jersey law, therefore, becomes effective notice that 
no state with a large industrial population can afford to make sma! 
léan experiments at the expense of elimination of supervised licen- 
sees, and that no inertia is too great to overcome if facts are ade- 
quately and insistently presented. This is not to say, however, that 
the notoriety of ignorant and unscrupulous licensees cannot upset 
any proper legislation. 

—Leon Henderson, Director, Department of Remedial Loans, Russell 








bs 


Sage Foundation. 














« »* State Association Activities « « 


Florida 


HE Florida Consumer Fiance 

Association held its Silver Anni 
versary Meeting in Miami on April 3 
and 4. It was generally conceded to 
have been one of the biggest and best 
meetings ever held by the association 
There over 200 persons in at 
tendance at both the luncheon and 
banquet and this same crowd stayed 
right through for virtually all of the 
business President Joseph 
James called for and received reports 
on all Standing Committees as well 
as Special Committees. These reports 
ill most encouraging 

Chairman Tinsley of Membership 
reported that the mem 
bership had now passed the 200 mark, 
which is an all time high. He 
ported that new memberships are com 
ing in daily and that we are looking 
forward to a banner year in 1952 

Chairman Cooper of the Executive 
Committee in his report announced 
that henceforth election to the Board 
of Directors would be placed on a 


Meeting Schedule 


California 


Ambassador Hotel, Los 
Angeles 
November 19-20 


were 


sessions 


we'c 


association 


also re 





Connecticut pings 


New Haven 
November 13 


Blackhawk Hotel, 


Florida K 


Tallahassee 
October 23-24 


Idaho 
Sun Valley 
September 12-13-14 


Indiana 
Claypool Hotel, Indian- 


apolis 
Octaber 29.30 


rt 
Muy 14-15-16 


merit system, that those members who 
evidence interest in and work for the 
betterment of the association should 
certainly have an opportunity in direct 
ing the destiny of the organization 
As we all know, the progress of the 
association can only be handled by 
those persons who are well acquainted 
with our problems and make an active 
effort to help relieve these problems 
Disunity and backbiting within the 
membership can only bring confusion 
within our midst 

Chairman Slider’s report 
the basic projects that have been taken 
up during the year; these included the 
establishment of the various Standing 
Committees, including the new Edu 
cational Committee, the establish 
ment of an office, the 
proposition of urging more coopera 
tion from the Federal Reserve Repre 
sentatives in their pursuit of Regula 
tion W violators, and the actions taken 
on curtailing the use of the Wage 
Assignment 

Chairman John Mason of Braden 
ton reported that the groundwork had 


covered 


association 


Michigan 
July 10 


November 5-6 


Daven- 
New Jersey 


June 3 


Essex House, Newark 


October 23 


May 27-28 


Brown Hotel, Louisville 
October 29-30 


Ohio 


October 14-15 


Maryland 


Ocean City 


June 4-5 

Lord Baltimore Hotel, 
Baltimore 

October 11 


Mlinois 


Drake Hotel, Chicago 
November 5-6 


a Tr gga Charlevoix 


Statler a. Detroit 


been practically completed for the 
launching of the first part of the Edu 
cational Program. ‘This entails the 
establishment of local area chairmen 
will handle local arrangements 
for the presentation of the program 
The program will consist of an open 
forum on points of interest to every 
one engaged in the business in the 
communities. Subjects will be either 
allocated to local operators or will be 
handled by from the state 
association. Questions will be called 
for after each paper and emphasis will 
be placed on customer relations, out 
side activities, advertising, etc. Movies 
Every Seventh Family, etc.) will be 
shown and a general effort made to 
industry 
man or gir! or 


who 


somconc 


convince 
whether 
manager, that he or she plays an in 
tegral part in the 
business in the eyes of their com 
munity. Mr. Mason also brought out 
the fact that plans are underway to 
attempt to integrate text for 
sumer credit into our public 
His idea is to cover the state 


everyone mm our 


new ownecl 


acceptance of our 


a con 
COuTSC 


SC hools 


Pennsylvania 
William Penn Hotel, 
Pittsbu 


May 20-21 
= oer Hotel, 


Newman 123 


Knoll Golf Club, Boonton 


Virginia 
Williamsburg Lodge, Wil- 


Cewhe 21-23 


Neil House, Columbus 


Daniel Boone Hotel, 
Charleston 

June 11 

Fairmont Hotel, Fairmont 

October 22-23 
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with this program from Pensacola to 
Key West so the magnitude of his 
plans can be seen 

Pop” Weidling of Fort Lauder 
dale gave the keynote address and cer 
tainly started things off with a bang 
Who better than “Pop” could review 
the progress that has been made by 
our association in its 25 vears of life? 
He was the original sponsor of our bill 
in the 1925 Legislative session and has 
followed our progress closely ever since 

Rov Caruthers, Chief of the Small 
Loan Department and Director of 
Consumer Finance, brought the mem 
bers up-to-date on problems from his 
office and, as usual, gave us further 
evidence of the cooperation that exists 
between his office and those in the 
consumer credit industry 

Richard ©. Wiesner, 
vice president and counsel for the New 
York State Consumer Finance Asso 
ciation, which organization had more 
or less pioneered educational programs, 
lecture on the business as 
With the aid of 


had a very 


executive 


gave his 
devised by his group 
1 Vu-Graph machine, he 
powerful message and it 
enthusiastically received by all present 

First Vice President James Tribble 
ind his able cohorts, Les Wade of 
Ocala and “Pat’’ Patterson of Jack 
sonville, put on an excellent forum 
covering the very important subjects 
of “Customer Relations” and “The 
Outside Man.” The papers certainly 
covered their subjects most adequately 
ind brought a real message to those 
present. The thoughts that were ex 
pressed are very probably the same that 
ill of us think about occasionally, but 
do very little to put them into practice 
Mr. Wade most capably emphasized 
the fact that the customer is the most 


was most 


REGULATION W 
FORMS 
Carried in stock for 
IMMEDIATE DELIVERY 


Statement of Borrower 
Statement of Changed Conditions 
Exempt Credits Statement 


DUNCAN PRINTING 
CORPORATION 


714 North Capitol Avenue 
INDIANAPOLIS 4, INDIANA 


important person that any of us can 
think about and that our thoughts for 
this customer do not cease once we 
have him on our books. Mr. Patter- 
son brought out the important fact 
that a qualified outside man is made, 
not born as some seem to think, and 
that more care should be given in 
training the new man before he is per 
mitted to become your eves, ears and 
mouth on the outside 

I'he most impressive part of the 
entire meeting was the participation im 
discussion of all pertinent subjects 
from the floor. There was more mem 
bership response than at any previous 
meeting of the association, so we are 
told by some of our senior members, 
ind any man who left the meeting 
without being heard can only blame 
himself 

Ihe luncheon was a gala affair, the 
only difficulty being that more of a 
crowd than anticipated appeared for 
the event. The association was wel 
comed by a representative of the 
Mayor's office and had as its guests 
officers of most of the Miami banks. 
Ihe Honorable Clarence M. Gav, 
Comptroller, was the principal speaker 
and, as usual, brought a message of 
value and importance 

he banquet and entertainment 
were topflight. National Consumer 
linance Association President M. L. 
Goeglein brought a real message in 
“THE ROAD AHEAD.” Toastmaster 
Jack Feeney brought the house down 
with his humor and inimitable manner 
of handling a function of this kind. 
Barney Stolmaker had the nationally 
known Vagabonds and associated acts 
that had everyone virtually rolling in 
the aisles. It was good clean fun and 
evervone enjoyed the entire program. 
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SPRING and 
SUMMER 


\DIRECT 
MAIL 
ADVERTISING 


Illinois 


EVENTY MEMBERS and guests 

gathered at the Benwood Hotel in 
Effingham, Illinois, on January 17 
1952, to attend the Regional Mecting 
which inaugurated the activites of the 
Illinois Consumer Finance Association 
for 1952. 

B. Haddon Davenport, former presi 
dent of the association was toastmaster 
and introduced the speakers as well as 
the guests in attendance at the meet 
ing. ‘The invocation was pronounced 
by Rev. Father Goff, pastor of St. 
Anthony's Church, Effingham. 

R. C. Oxenham, president of Erd 
Finance Corporation, Chicago and 
president-elect of the association 
brought greetings to those in attend 
ance. He spoke on the value of ass 
ciation membership and invited those 
non-members in attendance to join the 
association 

Mr. Cronin gave a comprehensive 
review of what the association does 
and means to its members. He re 
viewed the progress made to date and 
of the outlook for the future, stating 
that the vigilance that is exerted today 
may be the price of freedom from 
further restrictions in the future. 

In an interesting and dynamic talk, 
Joseph E. Newton, counsel for Local 
Loan Company, Chicago, reviewed 
various legal matters of interest to 
lenders. He told of the importance of 
each member's reading the Operating 
Instructions For Bankruptcy prepared 
by a sub-committee on Bankruptcy of 
the Law Forum, published by the Na 
tional Consumer Finance Association. 
Mr. Newton further pointed out the 
fact that the association bulletins sent 
out to the membership contain matters 
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of vital importance to the lenders and 
are of great benefit to them. 

In a short and timely talk, supervisor 
of the Division of Small Loans, James 
J. Walsh, made several observations 
to those in attendance. He made spc 
cial reference to the fact that licensees 
should be very careful in living up to 
the spirit and letter of Regulation W 
He told of of the trouble li 
censees have gotten into by virtue of 
charges made by the Federal Reserve 
Board and that violations were being 
dealt with severely 

The meeting adjourned at 8:30 
P. M. and was considered an outstand 
ing Regional Meeting 


some 


P 
Ohio 
HE Ohio Association of Small Loan 
Companies co-sponsored with six 
Mansfield companies engaged in the 
making of small loans, an American 
ism booth at Mansfield’s “Freedom 
Fair” April 19-22 
Danicl W. De 
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Brand new 1952 operating forms 


simplified ledger cards time 
saving receipt forms. Industry tested 
and approved cards and papers 


together with individual price |ists 


a WRITE TODAY TO 


FINANCE BUSINESS FORMS CO. 
Dept BW 
100 No. LaSalle Street 
Chicago 2, Illinois 


i my FREE 1952 Small Loan Forms Portfolio 








JUST PASTE TO A GOVT POSTCARD —_—<« 


“Freedom Fair” 





the state 
stated that the consumer lending in 
dustry’s public relations program for 
1952 is emphasizing the 
cf registering and voting 

Mansfield’s “Freedom Fair,” the 
first of its kind in Ohio, impressively 
portrayed American 
and what has developed from them 
in the wav of individual achievement 
and progress. One hundred display 
booths were crected in the Air Na 
tional Guard Hangar by industries, rc 
tail business, schools, churches, patti 
otic groups, labor, and farm organiza 
tions 

The “Freedom Fair” 
a commercialized product selling ac 
tivity. Products and services are used 
by participants to illustrate what the 
American way of life has meant to 
their business and profession and how 
it has added to a better wav of life for 
ill Americans 


secretary of issociation, 


importanc 


basic freedoms 
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Missouri 
Hil 


Consumer Finance 
Association held its first Annual 
Meeting in the Statler Hotel, St 


Louis, Missouri, April 9, 1952 


Missouri 


The mecting was attended by 263 
persons. The program consisted of a 
morning session devoted to a panel dis 
cussion of “Wage Stabilization,” 
“Regulations, State and Federal,” and 
‘Annual Report to the State Banking 
Department’; and a most interesting 
and effective talk by Elliott ‘Taylor, 
public relations director and advertis 


OPENING A 
NEW OFFICE? 


Build fast, profitable loan volume with 
successful direct mail ANNOUNCE- 
MENT PROMOTION. Used by large 
chain companies EVERY TIME ‘hey 
open a new office. 


Write for ‘ree Samples today! 


D cstinctiue 
Adu rte Ling Serice 


P.O. Box 1182 Y 
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ing manager of Pacific Finance Cor 
poration, on “Getting the Most for 
Your Advertising Dollar.”’ 

William J. Cheyney, executive vice 
president of the National Foundation 
for Consumer Credit, delivered the 
luncheon address. The afternoon ses 
sion consisted of a panel of Louis 
liger, senior partner, ‘Tiger, Fireside & 
Company, and Russell Murphy, vice 
president, Mercantile ‘Trust Company, 
discussing “The Development of Ac 
ounting Ratios as an Aid in Obtain 
ing Credit from Banks and Insurance 
Companies” and “Consumer Finance 
Business in 1952 from the Bankers’ 
Point of View.” 

Paul L. Selby, executive vice presi 
dent of the National Consumer Fi 
nance Association, wound up the meet 
ing by a very inspirational talk on the 
value of membership in the state and 
national associations 

Officers and Directors 
the association for the 
year were 

President, Kenneth K. Kirkland, 
Crown Finance Company, St. Louis; 
vice president, William Glasbrenner, 
The Morris Plan Company, St. Joseph; 


elected to 
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$46 39,9 h 
Stand additional 


(Some rates above $300 — $22.00 each) 


Stand with built-in Time Finder $15.50 
(No need to buy a new stand if your rate changes) 
* 

Accurate to the penny — Quick and 
simple in operation — Easy for new 
employees to use — Sturdy, durable. 

Hundreds of satisfied users, in- 
cluding Household Finance, Public 
Loan, Commonwealth Loan, Liberty 
Loan, and other chain and inde- 
pendent companies. 

1 DAYS FREE TRIAL 
ORDER ONE TODAY! 


JOHN DICKINSON SCHNEIDER 
833 North Orleans Street - Chicago 10, Illinois 


NOTE 9H No dealers—no salesmen—we 
sell by mail only to keep our prices down. 





20 CONSUMER FINANCE NEWS 























chairman; 


“Western Union!” 
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secretary. Lvle S. Woodcock, Public 
Loan Corporation, St. Louis; and 
treasurer, Kenneth Kresse, Security 
Loan and Finance Company, Clinton. 

The following were elected to the 
Board of Directors: Max P. Shelton, 
Lvle S. Woodcock, secre 
tary; Chester Bagley, A. T. Coyle, Wil 
liam Glasbrenner, Robert Green, 
Harold L. Haugan, Sears Jayne, Ken 
neth K. Kirkland, Kenneth Kresse, 
George S. Lewis, John Mellroy, 
Thomas J. A. Mulligan, W. C. Payne, 
ind Park Shaffner 





Personalities 


Continued from page 13 
rently restricted to bowling (averaging 
iround 160) and some little salt-water 
surf-bathing. 

His helpmate is the former Mary 
Lee Gilbut, originally from Mt. Ver 
non, Illinois, although a resident of 
Columbus for several years before the 
marital rites were read. The Barneses 
presently have three children: Jim 

20) now with the U. S. Army at 
O. C. S. in Ft. Benning, Georgia; 
Patti (5) and Judy Next to 
his Capital work Barney’s family is his 
constant pride and joy 


34) 


The United States Chamber of 
Commerce delegates voted on a reso- 
lution declaring that ‘‘on the basis of 
actual experience, no justification for 
Government controls of consumer 
credit can be shown except as a war 
measure for limitation of non-essential 
production.” 
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items in any loan office 
is an 
INTEREST - COMPUTER 


For the latest and best 
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you can’t “conjur-up”’ 
answers this way... 
you don’t need to! 


answers 
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are here | 





Your NEW N.A.D.A. Official Used Car Guides 


will come to you quarterly, wire-o-bound 








more than 250 pages... with supplements 
for the intervening months to keep you 


abreast of continuously changing 


facts and figures... 


ANNUAL SUBSCRIPTION ONLY $7 


quantity rates of course 


and you get: up-to-date average retail, 


2 average loan, and average “As-Is"’ values; current 0. P. S. 
A Ceiling Prices; insurance symbols; factory A. D. P. prices, 

eZ) motor and serial numbers, model identification and mechanical 

\ — specifications plus average loan and average retail values on most 
subscribe trucks up to 16,000°G. V. W. and, that’s not all! You get illustrated serial 


now! write and motor number locations, identification data . . . everything you'll want to know! 


direct to: 
\ NATIONAL AUTOMOBILE DEALERS USED CAR GUIDE COMPANY 
—J 1026 17TH STREET, N.W., WASHINGTON 6, D. C. 
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PLAN NOW 


to attend your 


NATIONAL CONVENTION 


and 


ANNUAL MEETING 


in the beautiful 


CHALFONTE-HADDON HALL 


on the famous Boardwalk at 


ATLANTIC CITY. 
NEW JERSEY 


October 6=7-6-=9. 19.32 


Write to Ellsworth Sooy, convention manager at the hotel, for reservations 











